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THE NATIONAL INSTITUTE OF REAL ESTATE BROKERS 


of the National Association of Real Estate Boards 





Realtor Art S. Leitch, C.R.B., 
1972 President 


You are now holding one of the more impor- 
tant NIREB membership services .. . the 
real estate today NIREB article index. 
NIREB has now reached a membership total 
of 20,000, highest ever, testifying to the ever- 
growing popularity and importance to the indi- 
vidual of our excellent Membership Services. 


Largest of the Institutes affiliated with The 
National Association of Real Estate Boards is 
THE NATIONAL INSTITUTE OF REAL ES- 
TATE BROKERS. NIREB is more competent 
than ever to direct its programs toward the 
objectives enunciated when the Institute was 
founded in 1923: 


. . . TO distribute information, knowledge and 
data essential to real estate brokerage. 


. . . TO establish cooperation among brokers 
and salesmen engaged in buying, selling, 


trading, leasing, renting, or otherwise dispos- 
ing of real estate for the account of others. 


. . . To foster among members cooperation 
in the exchange of listings, in serving clients, 
and in the interchange of experiences and 
proper procedure. 


. . . TO develop sound, prudent and ethical 
practice. 


. . . TO promote the welfare of its members 
and to advance their standing as Realtors 
and Sales Associates. 


Membership in NIREB places 49 years of 
organizational experience in real estate edu- 
cation at your command. 


Since the Institute's only reason for being is 
to help you and your associates equip your- 
selves to succeed in a changing, complex, 
space-oriented, computerized world, you will 
find no better source of real estate knowl- 
edge. NIREB exists solely for the expansion 
of knowledge and improvement of services of 
Realtors and their associates. There are no 
sidelines to divert its interests and energies. 


Recognizing that most of today’s dynamic 
knowledge has been developed in the last 20 
years and that colleges and universities pro- 
duce millions of sophisticated graduates each 
year, NIREB gears itself fully to assist you in 
meeting this challenge of our time — through 
continuing real estate education. 


Membership in the National Institute of Real 
Estate Brokers is open to any individual who: 
(a) holds a membership in good standing in a 
member board or state association of the Na- 
tional Association of Real Estate Boards as a 
Broker or Sales Associate; or (b) holds, and 
remains in good standing in an_ individual 
membership in NAREB; or (c) is an associate 
of a Realtor member of a local board which, 








by resolution, does not allow the general ad- 
mission of sales associates to membership. 


One of the marks of professional men is that 
they work closely with others in the same field 
of activity. They have common goals and 
standards to which they pledge their utmost 
allegiance. They give and take with each oth- 
er, being as much interested in the prestige of 
their group as they are in their personal 
achievements. 


For example, the reputable physician belongs 
to the American Medical Association. He 
works in harmony with other physicians. The 
lawyers, too, are bound together by common 
interests. They often turn to each other for 
help in solving a particular legal problem. 
Without cooperation, professional men could 
not win public respect and confidence. 


The same is true of real estate men. They are 
engaged in activities which when well per- 
formed, are beneficial to the public welfare. It 
is no longer feasible for anyone to engage 
successfully in the business of real estate 
unless he is willing to share with others. The 
Realtor has sought and won public recogni- 
tion as an expert in land utilization. An ex- 
change of ideas and cooperation with others 
is assured through the broker’s membership 
in his local board, his state association, The 
National Association of Real Estate Boards, 
and its Institutes, Societies and Councils. 


Not unlike other professions, there are still a 
few individuals in the real estate field, or 
hanging on the fringe of it, who do not always 
abide by the rules. They may be guilty of 
practices which damage their own reputation 
and that of the profession to which they claim 
to belong. An increasingly sophisticated public 
is placing its trust in the Realtor whose ser- 
vice reflects professionalism and use of the 
most current knowledge available and ignor- 
ing those brokers whose methods and prac- 
tices are obsolete and whose occupational 
behavior may be questionable. 


The salesman who expects to devote his life 
to real estate must recognize his obligations 
as a professional man. He can never afford to 
forget that he must stand or fall along with 
thousands of other salesmen who, by their 
good services, seek to win and hold the good 
will of the general public. Unfortunately, the 
wide spread tendency is to judge an entire 
profession by its weakest member. 


Residential Division 


Realizing that the majority of Realtors and 
associates derive their major income from the 
sale of residential real estate. NIREB has in- 
stituted the following courses leading to the 
coveted Certified Residential Broker (C. R. B.) 
designation: How to Manage a Real Estate 
Office Successfully; Obtaining, Training and 
Retaining Salesmen; Greater Profit Through 
Expansion — Horizontal and Vertical; and 
Management and Communications. It also 
offers a Guaranteed Sales Plan course and 
has on the drawing boards one other course 
leading to the C. R. B. designation. 


Commercial and investment Division 
Membership in the Commercial and Invest- 
ment Division offers access to an intensive 
educational program of fact-filled courses and 
seminars. With you in mind, the Commercial 
and Investment Division has scheduled in- 
vestment courses and commercial brokerage 
courses wherever the need exists throughout 
the United States. These courses include: In- 
troduction of Commercial and Investment 
Real Estate; Commercial Property Courses | 
and Il; and Investment Property Courses | 
and Il and lead to the coveted Certified 
Commercial-investment Member (C. C. |. M.) 
designation. 


Sincerely, 





Diet ae oR. 2, 


: 7i/| 


pm S. éitch, C. R. B., President 





You're a member of NAREB. . 
Now it’s time to join NIREB 


The National Institute of Real Estate Brokers is the educational arm of NAREB for 
Realtors and sales associates engaged in real estate brokerage. Its goal is to help 
you achieve success in the business of real estate. 





Membership in NIREB is open to all Realtors and associates who are members 
of the National Association of Real Estate Boards or maintain membership in a local 
real estate board. In instances where the local board doesn’t have an associate 
membership status, a current Realtor NIREB member may enroll his associates as 
new members. 


NATIONAL INSTITUTE OF REAL ESTATE BROKERS 


of the National Association of Real Estate Boards 
155 E. Superior St., Chicago, Illinois 60611 











Yours with NIREB membership: 





e 
Ps 
8 
c 
o 
O 
c 
- 
® 








- 
* ~ 
| 
> 





NIREB Board of Governors Roster 
Calendar 





JOIN TODAY. . . AND BELONG! 


NIREB consists of two divisions: 

the Residential Division, and 

the Commercial and investment Division. 

You may choose to join 

either division or both divisions. 

C $35 for one year’s dues in both NIREB’s Residential 
Division and Commercial and Investment Division 


C) $30 for one year’s dues in NIREB’s Commercial and 
Investment Division only 


C0 $30 for one year's dues in NIREB’s Residential Divi- 
sion only. 

Please bill me in the amount of $ 

| enclose payment in the amount of $ 

(Of dues, $10 is for a 1-year subscription to 

“Real Estate Today” and $6 is for a 1-year 

subscription to “NIREBnow’’) 














Name of applicant 





Firm name 





Address (home or firm) 





City, state and zip 














Member of (indicate real estate board affiliation) 
Sponsored by (if applicable) 
FOR OFFICE USE ONLY 
MEMBERSHIP NO 
STATE NO. LOCAL BOARD NO. 





1. Real Estate Today is a bi-monthly, Real- 
tor-written professional magazine with arti- 
cles that can mean dollars to you. Includ- 
ed each year are 4 bound-in divisional 
reports for the members of the Residential 
and Commercial-Investment Divisions. 


2. Nirebnow is a newsletter for and about 
the membership. Each bi-monthly issue 
features a full-length column with practical 
ideas contributed by NIREB members. 


3. The Membership Roster lists all NIREB 
members by real estate board affiliation 
and is handy for client referrals. 


4. The new NIREB Education Calendar 
helps you keep tabs on each of the 104 
NIREB course presentations offered each 
year across the country. 


5. The Catalog of Real Estate Materials 
presents a wide range of real estate train- 
ing and sales aids — including the newest 
audio-visuals — at reduced member 
prices, with savings up to 50% over non- 
member prices. 


membership requirements 


(a) holds membership in good standing in a member 
board or state association of the National Association of 
Real Estate Boards as a Broker or Sales Associate; or 
(b) holds, and remains in good standing in an individual 
membership in NAREB; or (c) is an associate of a 
Realtor member of a local board or state association 
which, by resolution, does not allow the general admis- 
sion of sales associates to membership. 














REAL ESTATE TODAY 
The Professional Real Estate Magazine 


It was academy awards night for rea/ estate 
today, NIREB’s publication. It received four 
national awards for editorial content and 
graphics, presented by the American Society 
of Association Executives during an editorial 
conference in May, which more than 100 
association editors and publishers attended. 


real estate today swept the field, receiving the 
Grand Awards in the magazine category for 
“Promotion of the Association’s Image” and 
“General Layout” as well as Awards of Merit 
for “Excellence in Editorial Content” and “Ex- 
cellence in Photography.” 


Like academy award winners, the awards 
presented to rea/ estate today were earned 
by a team. The list includes, but is not limited 
to, the Realtors and sales associates who 
have willingly spent their time, money and 
energies to set their thoughts and real estate 
experiences on paper for publication; NIREB’s 
membership team whose enthusiastic ap- 
proach to promotion of the Institute makes 
NIREB programs and services, including its 
publishing efforts, possible; NIREB’s editorial 
committee chaired in 1971 by Realtor Ira Gri- 
bin, Sherman Oaks, California, when the for- 
mat was changed to its present size, and in 
1972 by Realtor William Patterson, Wilming- 
ton, Delaware; and the NIREB editorial staff. 


Recognition of a job well done by experts in 
the field of publishing is a great honor to the 
magazine and to NIREB. It proves NIREB’s 
leadership in the association field by its deci- 
sion to give members the best magazine pos- 
sible, with top editorial content and graphics. 
Perhaps the most gratifying award was that of 
“Promotion of the Association’s Image.” This 
was made possible through the total NIREB 
team spirit of its members, committees and 
staff. 
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ADVERTISING 


A Look at Television, by Realtor Dennis S. Wagner, DIVISION 
REPORT, November 1969, p. 25. 


A Radio Call-in Programm That Answers Questions, Sell 
Homes and Promotes saltors!, by Realtor Gene Schloemer 
and Realtor Robert Manhard, REAL ESTATE TODAY, October 
1970, pp. 53-54. 


Are You Getting Maximum Value from Your Advertising 
Dollar?, by Realtor Lester D. Haymore, DIVISION REPORT, 
November 1968, pp. 10-13. 


Check Here for Effective Advertising, by Realtor Edmund 
McGraw, DIVISION REPORT, November 1969, p. 12. 
Common Sense in Advertising, by Realtor Julian H. Colquitt, 
DIVISION REPORT, November 1969.. pp. 4-5. 


Coordinate Your Advertising, by Realtor John Hausam, DIVI- 
SION REPORT, November 1969, pp. 22-24. 


Direct Mail and Brochures, by Realtor Ted Pappas, REAL 
ESTATE TODAY, April 1969, pp. 14-23. 


Do Ads Pay?, by Realtor Theodore J. Pappas, C.R.B., REAL 
ESTATE TODAY, April 1971. pp. 67-68. 


Does All This Expense Pay? Yes!, by Realtor Harley Rouda, 
REAL ESTATE TODAY, October 1969, pp. 17-19. 


Don't Waste Money on Advertising!, Sponsored by Realtor 
Stanley C. Wiley, DIVISION REPORT, November 1969. 


From Playbills to Billboards, by Realtor Ebby Halliday, DIVI- 
SION REPORT, November 1969, pp. 26-27. 


How Often Will You Advertise My Home?, by Realtor Stanley 
C. Wiley, DIVISION REPORT, November 1969, pp. 16-18. 


Institutional Advertising and Public Relations, by Realtor 
John Kaufman, REAL ESTATE TODAY, October 1968, pp. 44- 
46. 


Institutional Advertising, by Realtor Ralph Yeager, DIVISION 
REPORT, November 1968, pp. 28-31. 


Make Your Name Stand Out, DIVISION REPORT. November 
1969, p. 13. 

Make Yourself Known in Your Area, by Realtor Jack Kemmer- 
ly, DIVISION REPORT, November 1969, pp. 19-20. 

Modern Mail, by Realtor Ada Glen, DIVISION REPORT, No- 
vember 1969, p. 21. 

More Than Classified, by Realtor Edward J. Boleman, DIVI- 
SION REPORT, November 1969, pp. 28-31. 

Perhaps Your Buyers Would Like to Go House Hunting on 
T.V., by Realtor Alan Siegelson, REAL ESTATE TODAY, October 
1970, pp. 51-52. 

Plan Your Advertising Program, by Realtor Clifford L. Stark, 
DIVISION REPORT, November 1969, pp. 6-8. 

Put Yourself in the Buyer’s Shoes, by George Mcliiveen, REAL 
ESTATE TODAY, October 1970, pp. 49-50. 

Tell it Like It Is!, by Realtor Paul C. Wimbish, DIVISION RE- 
PORT, November 1969, pp. 10-11. 

Test Your Image, by Realtor W. Gordon Johnstone, DIVISION 
REPORT, November 1968, pp. 5-9. 

Tests for Classified Ads, REAL ESTATE TODAY, July 1968, 
pp. 55-59. 

We Were Spending Too Much!, by Realtor Ralph Pritchard, 
DIVISION REPORT, November 1969, pp. 14-15. 

What Makes a Good Ad?, REAL ESTATE TODAY, April 1968, 
pp. 62-69. 

You're On Parade, by Realtor Thomas B. Brinkoetter, DIVISION 
REPORT, November 1969, p. 9. 


AGENCY 

Agency, by Attorney Roy E. Hays, REAL ESTATE TODAY, April 
1968, pp. 14-56. 

if 6 Per Cent Was Good Then, by Realtor Donald Grempler, 
REAL ESTATE TODAY, October 1969, pp. 72-73. 
Representing Buyers, by Realtor Jack Lee, REAL ESTATE 
TODAY, January 1969, pp. 8-21. 

Representing Buyers — 1972, by Realtor Jack Lee, REAL 
ESTATE TODAY, January 1972, pp. 46-55. 


What Is a Conscionable Commission?, by Realtor Scott Brew- 
er, REAL ESTATE TODAY, April 1970, p. 79. 


APPRAISING 
Appraisal of Real Estate, by Realtor Joseph L. Allard, REAL 
ESTATE TODAY, April 1971, pp. 57-62. 


Fundamentals in Appraising, by Realtor Jerome Knowles, 
REAL ESTATE TODAY, July 1968, pp. 38-41. 


AUCTIONING 


From The Opening Bid, by Realtor Sheldon F. Good, REAL 
ESTATE TODAY, January 1972, pp. 12-14. 

To The Highest Bidder, by Irving B. Rosen, REAL ESTATE 
TODAY, January 1972, pp. 15-18. 


CLOSING 


How to Close, by Realtor F. Poche Waguespack, Jr., REAL 
ESTATE TODAY, October 1968, pp. 6-12. 


| Finally Close My First Sale!, by Realtor George Mayer, REAL 
ESTATE TODAY, January 1970, pp. 78-83. 

Rx for a Short and Happy Closing, by Realtor Goldie Levin- 
stein, REAL ESTATE TODAY, July 1969, pp. 80-81. 

The Mechanics of Closing a Sale, by Realtor Kemp. C. Clen- 
denin, Jr., REAL ESTATE TODAY, October 1969, pp. 80-81. 


COMMERCIAL AND INVESTMENT PROPERTY 


Best Commercial Transaction of the Year, by Realtor Robert 
Yeager, REAL ESTATE TODAY, April 1970, pp. 39-46. 


Best Commercial Transaction of the Year, by Realtor W. F. 
Rector, REAL ESTATE TODAY, January 1971, pp. 29-35. 
Capturing the Young Market, by Realtor Larry E. Horn, REAL 
ESTATE TODAY, January 1972, pp. 38-40. 


Creating Your Own Opportunity in Suburban Office Space, 
by Realtor Larry D. Fransen, REAL ESTATE TODAY, March 
1972, CID Supplement, pp. C15-C18. 

Developing Suburban Office Space, by Realtor Dan R. Robin- 
son Il, REAL ESTATE TODAY, March 1972, CID Supplement. p. 
C1. 

Fox Hill, by Realtor Phillip R. Lyman, REAL ESTATE TODAY, 
March 1972, CID Supplement, pp. C19-C20. 

From the Opening Bia, by Realtor Sheldon F. Good, REAL 
ESTATE TODAY, January 1972, pp. 12-14. a 

Gross Rent Multiplier — Useless Today?, by Realtor Wayne 
Johnson, REAL ESTATE TODAY, July 1971, pp. 44-45. 

He Doesn‘t Look Like A Landlord, by Flip Troiano, REAL ES- 
TATE TODAY, October 1971, p. 66. 

Houston: Suburbia, by Jack D. Dean, REAL ESTATE TODAY, 
March 1972, CID Supplement, p. C25. 

Hows and Whys of Suburban Office Space, by George W. 


Reeve, REAL ESTATE TODAY, March 1972, CID Supplement, 
pp. C-21-C-24. 








Investing in Canadian Real Estate, by Norman P. Goldman, 
REAL ESTATE TODAY. March 1972. pp. 31-33. 

Investment Property Analysis, by Realtor Fred P. Becker, 
C.C.1.M., REAL ESTATE TODAY, April 1971. pp. 33-42. 
Leasing Suburban Office Space, by Realtor Sheldon F. Good, 
REAL ESTATE TODAY, March 1972, CID Supplement, pp. C13- 
C14. 

Listing, Marketing & Selling Improved Vacant Land, by Real- 
tor Wilbur Breslin, CID LETTER, March 1969. 

Marketing Business Property, by Realtor W. Lee Koetzle and 
William S. Hepp, CID LETTER, March 1971. 

Marketing Sessions Work!, by Realtor E. A. VandeVusse, 
REAL ESTATE TODAY, January 1971, pp. 39-41. 

Marketing Shopping Centers, by Realtor Robert R. Lamm, 
REAL ESTATE TODAY, July 1971. pp. 25-34. 

Merchandising Investment Property, by Realtor Sheldon 
Good, REAL ESTATE TODAY, July 1968, pp. 34-37. 

O'Hare Lake Office Plaza, by Chariene A. Blake and Donaid E. 
Truitt, REAL ESTATE TODAY, March 1972, CID Supplement, 
pp. C30-C32. 

Parceling Small Shopping Centers, by E. D.;\Wulfe, REAL 
ESTATE TODAY, March 1972, pp. 4-9. 

Pitfalis Are for Amateurs, by Monte Lord, REAL ESTATE 
TODAY, October 1971, pp. 68-71. 

Program fo; Development, by Theodore Woronka, REAL ES- 
TATE TODAY, January 1972, pp. 42-45. 

Prognosis Before Diagnosis?, by Realtor Herbert C. Herzfeld, 
CID LETTER, September 1971. 

REIT and the Realtor, by Reeltor Clifford A. Zoll, REAL ES- 
TATE TODAY, January 1972, pp. 30-33. 

Remote Area Development, by Jack Modesett, Jr. REAL 
ESTATE TODAY, January 1972, pp. 56-59. 

Selling Farm Properties, by Realtor John Cyr, REAL ESTATE 
TODAY, July 1969. pp. 66-70. 

Sex and the Multiple Dwelling, by Realtor Leonard Ross, 
REAL ESTATE TODAY, January 1970, pp. 9-10. 

Suburban Office Development, by Franklin King, Jr., REAL 
ESTATE TODAY, March 1972, CID Supplement, pp. C26-C29. 
Techniques of Merchandising “Cold Storage” Land, by Rea!- 
tor Clifford Weaver, REAL ESTATE TODAY, October 1970, pp. 
14-15. 

The Market for “Cold Storage” Land, by Realtor James Mis- 
ko, REAL ESTATE TODAY, October 1970, pp. 13-14. 

The Move to the Suburbs, by Robert P. Hackstaff, REAL ES- 
TATE TODAY, March 1972, CID Supplement, pp. C2-C6. 

The New Decade of Commercial Investments, by Realtor 
Stanley Dybvig, CID LETTER, December 1970. 


The Suburban Office, by Burton E. Follman, REAL ESTATE 
TODAY, March 1972, CID Supplement, pp. C7-C9. 


To the Highest Bidder, by Irving B. Rosen. REAL ESTATE 
TODAY, January 1972, pp. 15-18. 


Transaction Winner, by Realtor Carl Felt, REAL ESTATE TO- 
DAY, March 1972, CID Supplement, pp. C10-C12. 


Warehouse Investments, by Realtor Frank Binswanger, Jr., CID 
LETTER, November 1969. 


COMMUNICATION 
Buyers Talk Back, REAL ESTATE TODAY, March 1972, pp. 
50-57. 


Communication: The Key to Success, by Realtor Lois Dicks, 
REAL ESTATE TODAY, October 1969, pp. 66-67. 





Creative C ication, by Talova Jones, REAL ESTATE 
TODAY, January 1972, pp. 24-29. 
COMPUTERS 


Computer Analysis of Retail Locations, by Realtor David 
Schuchat, REAL ESTATE TODAY, July 1970, pp. 16-23. 


Computers in Real Estate, by Realtor Jack Jominy, 
SUCCESSFUL SALES $LANTS, September 1969. 

Program For Development, by Theodore Woronka, REAL ES- 
TATE TODAY, January 1972, pp. 42-45. 

Sell? Exchange? Hold?, The Computer Answers, by Realtor 
John Peckham, III, REAL ESTATE TODAY, October 1968, pp. 
14-21. 

Techniques for Tomorrow’s Selling, by Realtor Ebby Halliday, 
REAL ESTATE TODAY, April 1968, pp. 18-23. 


The Computer — A Powerful Aid for Selling income Proper- 
ty, by Realtor John Peckham, Ili, CID LETTER, May 1968. 


CONDOMINIUM AND APARTMENT BUILDINGS 


A Condominium is Created, by Realtor George E. Mayer, 
C.R.B., REAL ESTATE TODAY, January 1971, pp. 7-17. 

Can You Sell an Apartment Building?, by Realtor Marvin 
Naiman, REAL ESTATE TODAY, April 1969, pp. 72-73. 

How to Secure Exclusive Listings on Apartment Buildings, 
by Realtor J. David Huskin, CID LETTER, June 1968. 
Opportunities in Building Apartments and Condominiums, by 
Realtor Bernard Katz, REAL ESTATE TODAY, October 1969. pp. 
25-28. 

The Condominium — A New Frontier in Housing, by Profes- 
sor Henry Chen, REAL ESTATE TODAY, July 1968, pp. 26-33. 


Underwriting and Brokerage of Apartment Buildings, by 
Realtor Ernest Tew. DIVISION REPORT, June 1969, pp. 26-30. 


CORPORATE TRANSFERS 


Conference on Relocation, REAL ESTATE TODAY. October 
1971, pp. 24-43. 

Helping the Corporate Transferee, by Realtor Al Jennings, Jr., 
REAL ESTATE TODAY, October 1969, pp. 57-59. 

So You've Received Your First Corporate Lead!, by Realtor 
Joe Hanauer, REAL ESTATE TODAY, July 1970, pp. 68-71. 
The Broker and the Corporate Client, by Realtor E. Eddie 
Hensen, DIVISION REPORT, September 1970, pp. 27-28. 

The Outgoing Transferee, by Realtor Jack Frost, SUCCESSFUL 
SALES $LANTS, February 1969. 


EXCHANGING 


A Two-Way Exchange With a Cash-Out Buyer, by Realtor 
Robert McKee, REAL ESTATE TODAY, January 1970. pp. 43- 
51. 


Best Exchange of the Year, by Isadore Naiman, REAL ESTATE 
TODAY, January 1971, pp. 27-28. 

Everyone a Winner, by Realtor William R. Turner, REAL ES- 
TATE TODAY, July 1968, pp. 23-25. 

Exchange In! Buy Out!, by Realtor Gray Saunder and Realtor 
Mike Shiffman, REAL ESTATE TODAY, January 1969, pp. 32- 
33 

Exchanging People — Not Property, by Realtor James Misko, 
REAL ESTATE TODAY, April 1970, pp. 55-58. 

Nine Steps Eliminate a Sore Foot, by Realtor Clifford Weaver, 
REAL ESTATE TODAY, July 1970, pp. 66-67. 

Solution to Financial Problems, by Realtor Roy Moore, REAL 
ESTATE TODAY, January 1969, pp. 28-31. 

The Exchange — A Marketing Tool, by Realtor Peter Mc- 
Canna and Realtor Roger Cox, REAL ESTATE TODAY, October 
1968, pp. 22-27. 

The Exchange — Cash Out, by Realtor Joseph Harrington, 
REAL ESTATE TODAY, January 1969, pp. 22-27. 

Tornado — A Silver Lining, by Realtor Randal Craft, REAL 
ESTATE TODAY, January 1969. pp. 34-36. 


FARM PROPERTY 


Selling Farm Properties, by Realtor John Cyr, REAL ESTATE 
TODAY, July 1969, pp. 66-70. 


FEASIBILITY REPORTS 
Feasibility Reports for Shopping Centers, Sponsored by How- 
ard L. Green, DIVISION REPORT, February 1969. 


Measurement of Retail Sales Potential, by Grady Tucker, DI- 
VISION REPORT, February 1969, pp. 20-25. 


Order a Survey — Now?, by Realtor Herbert Herzfeld, REAL 
ESTATE TODAY, April 1970, pp. 20-21. 


Other Factors to be Considered in Retail Site Selection, by 
John F. Karr, DIVISION REPORT, February 1969, pp. 26-31. 


Population and Income Distribution, by Bart J. Epstein, DIVI- 
SION REPORT, February 1969, pp. 14-19. 


Trade Area Delimitation, by Herbert Landsman, DIVISION 
REPORT, February 1969, pp. 10-13. 


FINANCING 
Attitude of Mortgage Lenders, by Realtor Neil B. Dwyer, DIVI- 
SION REPORT, September 1968, pp. 21-23. 


Band of Investment Theory, by Realtor James McMichael, 
C.C.1.M., REAL ESTATE TODAY, April 1971. pp. 9-16. 


Changing Techniques and Trends in Real Estate Financing, 
by Urban K. Wilde, DIVISION REPORT, February 1970, pp. 8-9. 


Corporate Ownership of Real Property, by David E. Kettle- 
berg, DIVISION REPORT, September 1968, pp. 8-12. 


Gross Rent Multiplier — Useless Today?, by Realtor Wayne 
Johnson, REAL ESTATE TODAY, July 1971, pp. 44-45. 
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On Policy and Procedure Manuals, Sponsored by Realtor Lew- 
is Bass, DIVISION REPORT, May 1969. 

“Only” Four, by Realtor George Mayer, REAL ESTATE TODAY, 
April 1969, pp. 38-41. 

Pitfalls of the Sales Manager, by Realtor Grover Cleveland, Jr.. 
DIVISION REPORT, November 1970, pp. 25-26 

Policies and Procedures, by Fred Davis, Jr.. DIVISION RE- 
PORT, September 1970, pp. 16-19. 

Sales Meetings in the Multi-Office, by Realtor John L. Hall, 
DIVISION REPORT, February 1971. pp. 18-21. 

Sell More with Fewer Salesmen, by Robert McMurry, DIVI- 
SION REPORT, September 1970. pp. 20-24. 
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Shoemakers’ Children Wear Shoes — At Bermel-Smaby 
Realty, REAL ESTATE TODAY, October 1969, pp. 20-21. 
Should a One-Man Office Manage Property?, by Realtor Rob- 
ert |. McKee, REAL ESTATE TODAY, July 1970, pp. 40-44. 
Small Office, Small Town, by Realtor S. M. Simmonds, REAL 
ESTATE TODAY, April 1970. pp. 33-34. 

Specialization — a Way to Improve and Profit, by Realtor 
Robert Traband, DIVISION REPORT, September 1970, pp. 25- 
26. 

The Broker and the Corporate Client, by Reaitor E. Eddie 
Hensen, DIVISION REPORT, September 1970, pp. 27-28. 

The Main Office Sales Manager, by Realtor Christa Leiter, 
DIVISION REPORT, November 1970, pp. 14-15. 

The Ogre of Overhead, by Realtor Harold Klarreich, REAL 
ESTATE TODAY, October 1969, pp. 38-45. 

The Seven Yuzr Plan, by Realtor Robert W. Traband, DIVISION 
REPORT, September 1970, pp. 29-31. 

Think of the Time You'll Save, by Jeri Rose, REAL ESTATE 
TODAY, March 1972, pp. 42-47. 

Transition from a Residential to a Commercial-Investment 
Office, by Realtor John Keepper and Realtor Karl Nagel, REAL 
ESTATE TODAY, April 1970. pp. 30-33. 

What Is Management?, by Realtor Robert Traband, DIVISION 
REPORT, September 1970, pp. 3-4. 

What the Boss Wants in a Sales Manager, Realtor George P. 
Shafran, DIVISION REPORT, November 1970, pp. 4-6. 

Whys and Wherefores, by Realtor Donald G. Heidorn, Realtor 
Gary Stiles, Realtor Jacob Lefferts, Ill, Realtor Hugh T. Peck, 
Realtor Albert Mayer, Ill, and Realtor Ross Ellis, DIVISION 
REPORT, May 1969, pp. 11-15. 


OFFICES — DESIGN 
Closed Mall Real Estate Office, by Realtor Mark W. Reinhardt, 
REAL ESTATE TODAY, March 1972, p. 37. 


Hotel-Motel Real Estate Office, by Realtor J. William Sheelen, 
Jr., REAL ESTATE TODAY, January 1972, pp. 60-61. 


OFFICES — LOCATION 


Closed Mali Real Estate Office, by Realtor Mark W. Reinhardt, 
REAL ESTATE TODAY, March 1972, p. 37. 


Hotel-Motel Real Estate Office, by Realtor J. William Sheelen, 
Jr., REAL ESTATE TODAY, January 1972, pp. 60-61. 


OWNERSHIP, FORMS OF 


A Dream, Vision — and Reality, by Elmer Young, Jr., REAL 
ESTATE TODAY, July 1971, pp. 48-53. 

Are You Heading for Obsolescence?, by Boris W. Becker, 
REAL ESTATE TODAY, January 1972, pp. 4-9. 

Brokerage and Management Opportunities Through Syndica- 
tion, by Realtor Leonard S. Eisenberg, REAL ESTATE TODAY, 
January 1971, pp. 18-22. 

Corporations — A Detailed Study, by Realtor Ernest Tew, 
DIVISION REPORT, September 1968, pp. 15-20. 

Joint Venture, by Realtor Robert Riedel, DIVISION REPORT, 
June 1969, pp. 12-13. 

Limited Partnership, by Realtor Lewis H. Withey, Ill. DIVISION 
REPORT, June 1969, pp. 12-13. 

Limited Partnership Advantages, by Realtor David Manion, 
DIVISION REPORT, June 1969. 

Partnership Problems and Solutions, by John A. Hazelwood, 
DIVISION REPORT, June 1969, pp. 24-25. 

Piece of the Action, by Realtor Robert A. Doyle, REAL ESTATE 
TODAY, March 1972, pp. 34-36. 

Pros and Cons of a Public Offering, by Realtor Joe E. Russo, 
REAL ESTATE TODAY, July 1971. pp. 35-41. 

Public Real Estate Syndication, by Realtor Dave Stone, DIVI- 
SION REPORT, June 1969, pp. 16-19. 


The Real Estate Investment Trust, by Michael Laikin, DIVI- 
SION REPORT, June 1969, pp. 14-15. 


The Use of a Corporation for Real Estate Brokerage, by Reai- 
tor James E. Baker, DIVISION REPORT, September 1968. pp. 
6-7. 


PLANNING 
An Organizational System That Works!, by Realtor Edward J. 
Sowards, REAL ESTATE TODAY, April 1971, pp. 72-74. 


Are Your Heading for Obsolescence?, by Boris W. Becker, 
REAL ESTATE TODAY, January 1972, pp. 4-9. 


Forecasting Tomorrow's Business with Today's Results, by 
Realtor Sheldon Good, CID LETTER, September 1969. 


Plan Your Work and Work Your Plan, by Realtor T. P. War- 
low, Jr., REAL ESTATE TODAY, July 1969, pp. 38-39. 


Salesmanship Is Planning, by Realtor Allison H. Dean, REAL 
ESTATE TODAY, January 1970, pp. 33-38. 


The Value of Time, by Realtor Joseph Klock, SUCCESSFUL 
SALES $LANTS, February 1968. 


PRESENTING THE OFFER 

Getting the Deposit and Presenting the Offer, by Realtor L. 
Allen Morris, REAL ESTATE TODAY, October 1969, pp. 48-51. 
Techniques for Negotiating Sales, by Realtor John Halli, REAL 
ESTATE TODAY, April 1971, pp. 76-79. 

Techniques in Presenting the Offer, by Realtor Carl Sand- 
strom, REAL ESTATE TODAY, July 1970, pp. 59-64. 


The Art of Negotiating, by Realtor Lydia Franz, REAL ESTATE 
TODAY, April 1970, pp. 7-19. 


PROFESSIONALISM 
Are You Heading for Obsolescence?, by Boris W. Becker, 
REAL ESTATE TODAY, January 1972, pp. 4-9. 


Buyers Talk Back,REAL ESTATE TODAY, March 1972, pp. 50- 
57. 


Designations, REAL ESTATE TODAY, January 1969, pp. 61- 
76. 


Guide to Recruiting Associates, by Larry D. Frazier, REAL 
ESTATE TODAY, March 1972, pp. 22-26. 

Integrity and Its Role in Your Business Success, by Realtor 
Marcy West, SUCCESSFUL $ALES $LANTS, March 1970. 
Make America Better, REAL ESTATE TODAY, July 1970, pp. 
48-58. 

Portrait of a Virtuoso, by Realtor Robert E. Walker, DIVISION 
REPORT, May 1968, P. 25. 

Representing Buyers, by Realtor Jack Lee, REAL ESTATE 
TODAY, January 1972, pp. 46-55. 

Respect for Agency — What Does It Mean?, by Eugene Con- 
ser, REAL ESTATE TODAY, July 1969, pp. 18-19. 

The Challenge of Professionalism, by Walter R. Hall, Jr., DIVI- 
SION REPORT, May 1968, p. 24. 

The Realtor’s Role in Community Activities, by Realtor Rob- 
ert Nelson, REAL ESTATE TODAY, October 1969, p. 77. 

The T. P. S., by Realtor Rich Port, DIVISION REPORT, May 
1968, p. 6. 

What Price Ethics?, by Realtor Robert Steger, REAL ESTATE 
TODAY, October 1969, pp. 22-24. 

Winning and Keeping Client’s Confidence, by Realtor Manley 
Behrens, REAL ESTATE TODAY, April 1968, pp. 24-28. 








PUBLIC RELATIONS 
Are You Ready for the Challenges of 1970?, by Bernard E. 
Ury, REAL ESTATE TODAY, January 1970, pp. 12-13. 


Growth of Public Relations, by Realtor Jim West, 
SUCCESSFUL $ALES $LANTS, June 1968. 


How to Capitalize on Free Publicity, by Realtor Warren Hard- 
ing, CID LETTER, August 1969. 
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Picking Up the Pieces After Election, by Doris E. Nuttycombe. 
REAL ESTATE TODAY, July 1971. pp. 46-47. 

Public Relations and the Small Firm, by Realtor Alvin Busch, 
REAL ESTATE TODAY, January 1971. pp. 66-68. 

What's Up Front Counts!, by Realtor Jean Walter, REAL ES- 
TATE TODAY, April 1971. pp. 80-81. 


QUALIFYING THE BUYER 


Peak-Out: 55, by Bruce M. Hass, REAL ESTATE TODAY, April 
1971, pp. 17-18. 


Qualifying the Buyer and Showing Homes, by Realtor George 
Rumsfeld, REAL ESTATE TODAY, July 1969, pp. 54-58. 


Qualifying the Buyer, by Realtor George A. Taylor, REAL ES- 
TATE TODAY, July 1968, pp. 60-62. 


REAL ESTATE AS AN INVESTMENT 


Analysis of Liquidity and Profitability for Income Producing 
Properties, by B. C. McGough, CID LETTER. December 1968. 
Capturing the Young Market, by Realtor Larry E. Horn, REAL 
ESTATE TODAY, January 1972, pp. 38-40. 


Effect of Large Corporations Entering Real Estate, by Burton 
Smith, REAL ESTATE TODAY, October 1970, pp. 23-24. 

He Doesn’t Look Like A Landlord, by Flip Troiano, REAL ES- 
TATE TODAY, October 1971. p. 66. 


Just What !s “Tax Shelter’’?, by Charies Considine, REAL 
ESTATE TODAY, July 1970, pp. 7-10. 


Know Your Investor, by Realtor Mariori Blackwell, REAL ES- 
TATE TODAY, January 1969, pp. 52-57. 


Large Corporations are Investing in Real Estate, by Realtor 
Joseph Harrington, DIVISION REPORT, September 1968, pp. 
40-43. 

Money Problems = Real Estate Opportunities, by Realtor L. 
Allen Morris, REAL ESTATE TODAY, April 1968, pp. 40-43. 
Pitfalis Are for Amateurs, by Monte Lord, REAL ESTATE 
TODAY, October 1971, pp. 68-71. 

Prognosis Before Diagnosis?, by Realtor Herbert C. Herzfeld, 
CID LETTER, September 1971. 


So You Want to Invest in Real Estate, by Realtor Cuyler 
Wenberg, REAL ESTATE TODAY, April 1970, pp. 71-75. 
Solving the Income Tax Problem, by Realtor James Mc- 
Michael, REAL ESTATE TODAY, April 1968, pp. 30-37. 

Tax Reform Act of 1969 — Opportunity or Calamity?, by 
Realtor Wallace Woodbury, CID LETTER, March 1970. 
Techniques in Presenting U. S. Real Estate Investment to 
Foreign Clients, by Realtor Kenneth Keyes, Sr., CID LETTER. 
May 1969. 

Techniques of Merchandising “Cold Storage” Land, by Real- 
tor Clifford Weaver, REAL ESTATE TODAY, October 1970, pp. 
14-15. 


The Broker's Investment Portfolio, by Realtor Larry Horn, CID 
LETTER, May 1970. 

The Small investor — A Source for Financing, by Realtor 
Jacob Feichter, SUCCESSFUL $ALES $LANTS, June 1970. 


The Use of the Corporation, Sponsored by Realtor Stanley 
Harris, DIVISION REPORT, September 1968. 


The Use of a Corporation to Convert Ordinary Income Into 
Capital Gain in a Real Estate Investment, by Realtor Stanley 
G. Harris, DIVISION REPORT, September 1968. 


To Have and to Hold...and Hold...and Hold!, by Realtor 
Joseph P. Klock, REAL ESTATE TODAY, July 1971, pp. 62-64. 


Warehouse Investments, by Realtor Frank Binswanger, Jr., CID 
LETTER, November 1969. 


REALTOR-LAWYER RELATIONS 


Achieving Good Attorney-Salesman Relations, by Harry Biair, 
REAL ESTATE TODAY, January 1970, pp. 54-55. 
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REFERRALS 
Referrals — Highway to Sales, by Realtor Ralph Pritchard, 
SUCCESSFUL $ALES $LANTS, March 1968. 


The Professional Creates a 100 Per Cent Referral Business, 
by Beatrice Marshall, SUCCESSFUL SALES $LANTS, August 
1968. 


REHABILITATION 
Profits in Rehabilitation, by Realtor Kenneth Rosen, REAL 
ESTATE TODAY, January 1970, pp. 40-42. 


Realtor’s Involvement in Expropriation, by Realtor Max 
Derbes, REAL ESTATE TODAY, July 1969, pp. 60-65. 


Realtors and The City Crisis, Richard G. Lugar, REAL ESTATE 
TODAY, March 1972. pp. 58-63. 


RESIDENTIAL PROPERTY 
Buyers Talk Back, REAL ESTATE TODAY, March 1972, pp. 
50-57. 


Creative Communication, by Talova Jones, REAL ESTATE 
TODAY, January 1972, pp. 24-29. 


Listing and Selling Pre-Owned Homes, by Realtor Robert M. 
Davies, REAL ESTATE TODAY, March 1972, pp. 17-20. 


Why Buy a Used One?, by Realtor Robert J. Salem, REAL 
ESTATE TODAY, March 1972, pp. 14-16. 


SALESMANSHIP 
Are You a Victim of Your Moods?, by Realtor Roger Perry, 
REAL ESTATE TODAY, March 1972, pp. 10-12. 


Buyers Talk Back, REAL ESTATE TODAY, March 1972, pp. 
50-57. 


Capturing the Young Market, Realtor Larry E. Horn, REAL 
ESTATE TODAY, January 1972, pp. 38-40. 


Creative Communication, by Talova Jones, REAL ESTATE 
TODAY, January 1972, pp. 24-29. 


From the Opening Bid, by Realtor Sheldon F. Good, C.C.I.M., 
REAL ESTATE TODAY, January 1972, pp. 12-14. 


Listing and Selling Pre-Owned Homes, by Realtor Robert M. 
Davies, REAL ESTATE TODAY, March 1972, pp. 17-20. 


Representing Buyers, by Realtc: Jack Lee, REAL ESTATE 
TODAY, January 1972, pp. 46-55. 


Think of the Time You'll Save, by Jeri Rose, REAL ESTATE 
TODAY, March 1972, pp. 42-47. 


To the Highest Bidder, by Irving B. Rosen, REAL ESTATE 
TODAY, January 1972, pp. 15-18. 


Why Buy a Used One?, by Realtor Robert J. Salem, REAL 
ESTATE TODAY, March 1972, pp. 14-16. 


SALESMEN — COMPENSATION 
Piece of the Action, by Realtor Robert A. Doyle, REAL ESTATE 
TODAY, March 1972, pp. 34-36. 


You Mean “Pay Him a Salary?”, by Realtor Wilford R. Haught. 
REAL ESTATE TODAY, March 1972, pp. 27-30. 


SALESMEN — RECRUITING, 

SELECTING & TRAINING 

A Harvard MBA Chooses a Career in Real Estate, by James 
Bell, REAL ESTATE TODAY, April 1968, pp. 57-59. 


Are Salesmen Born?, by David Mayer, REAL ESTATE TODAY, 
January 1971, pp. 52-54. 


Commercial Brokerage Opportunity for the Young Man, by 
Realtor W. Lee Koetzle, REAL ESTATE TODAY, July 1969, pp. 
36-37. 

Compensation of Salespeople, by Realtor Whitney E. Kerr, 
REAL ESTATE TODAY, April 1971, pp. 43-45. 

Guide to Recruiting Associates, by Larry D. Frazier, REAL 
ESTATE TODAY, March 1972, pp. 22-26. 





Get Into Commercial Real Estate — It’s Fun!, by Realtor 
Jules Reinauer, REAL ESTATE TODAY, April 1969, pp. 57-63. 
Handling the Salesmen, by Realtor Robert Ripp, DIVISION 
REPORT, November 1970, pp. 11-12. 

How to Choose a Good Salesman, by David Mayer and Her- 
bert Greenberg, REAL ESTATE TODAY, January 1970. pp. 64- 
67. 


How to Get and Keep Good People, by Realtor John Grogan, 
Jr., REAL ESTATE TODAY, July 1969, pp. 75-76. 

Is Real Estate For Kids?, by Jeff Zeigler, REAL ESTATE TO- 
DAY, October 1971, pp. 44-47. 

Keeping Salesmen, by Realtor Clark Oyler, REAL ESTATE 
TODAY, April 1969, pp. 28-29. 

Letter to a New Associate, by Realtor Harold Weston, DIVI- 
SION REPORT, May 1969, p. 16. 

On Choosing a Salesman, by David Mayer, REAL ESTATE 
TODAY, July 1970, pp. 46-47. 

Recruiting New Salesmen, by Realtor Donald Harris, REAL 
ESTATE TODAY, October 1968, pp. 68-72. 

Sales Meetings That Count, by Realtor Gary Greene, DIVI- 
SION REPORT, November 1970, pp. 18-21. 

Sex and the Multiple Dwelling, by Realtor Leonard Ross, 
REAL ESTATE TODAY, January 1970, pp. 9-10. 

Training Makes the Difference, by Realtor Walter Hall, REAL 
ESTATE TODAY, April 1970, pp. 52-54. 

Training Techniques That Work!, by Realtor Jack Bohannon, 
DIVISION REPORT, November 1970, pp. 23-24. 

Video Tape Recording: Boén or Bust in Training, by Realtor 
Marc Levant, SUCCESSFUL $ALES $LANTS, May 1971. 

Why Women Are Successful in Residential Selling, by Real- 
tor Jamie O'Neill, SUCCESSFUL $ALES $LANTS, February 
1968. 

You Mean “Pay Him a Salary’’?, by Realtor Wilford R. Haught, 
REAL ESTATE TODAY, March 1972, pp. 27-30. 


SELLING 


A Look at the New Home Market, by Realtor Cari Dotterman, 
REAL ESTATE TODAY, July 1969, pp. 77-79. 

A Salesman and His Sense of Humor, by Realtor Robert Jan- 
sen, REAL ESTATE TODAY, July 1969, pp. 24-25. 

Basics of Professional Salesmanship, by Realtor Lester Arie, 
REAL ESTATE TODAY, October 1970, pp. 35-36. 

Brokerage in the 80's — An Educated Guess, by Realtor 
Thomas F. Seay, CID LETTER, August 1971. 

Change the System, by Realtor George Shafran, REAL ESTATE 
TODAY, January 1970, pp. 14-15. 

Convincing Sellers to Price Right, by Realtor Ted Bell, REAL 
ESTATE TODAY, October 1968, pp. 60-67. 

Does the House Need a Facial?, by Realtor Nancy Reynolds, 
REAL ESTATE TODAY, July 1970, pp. 11-15. 

Experienced Broker's Inventory of Success Factors, by Real- 
tor Marion Rasmussen, $UCCESSFUL $ALES $LANTS, Spetem- 
ber 1968. 

Getting the Deposit and Presenting the Offer, by Realtor L. 
Allen Morris, REAL ESTATE TODAY, October 1969, pp. 48-51. 
How | Did It — With Imagination, by Realtor Wayne Adams, 
REAL ESTATE TODAY, April 1969, pp. 24-26. 

How | Did It — With Listings, by Realtor F. Poche Wagues- 
pack, Jr., REAL ESTATE TODAY, April 1968, pp. 78-79. 

How | Did It — With Tenacity, by Realtor John Boydstun, 
REAL ESTATE TODAY, July 1968, pp. 72-75. 

How to Be In the Top 20 Per Cent, Sponsored by Realtor 
Joseph Klock, DIVISION REPORT, May 1968. 


How to Close, by Realtor F. Poche Waguespack, Jr., REAL 
ESTATE TODAY, October 1968, pp. 6-12. 


How to Eliminate Listing’s Deadly Dozen, by Realtor Art 
Godi, REAL ESTATE TODAY, October 1969, pp. 8-13. 


How to Find Buyers and Sellers, by Realtor Theodore Van 
Solen, REAL ESTATE TODAY, January 1970, pp. 76-77. 


How to Increase Listings, by Realtor Ira Gribin, REAL ESTATE 
TODAY, July 1968, pp. 9-17. 


How to Obtain Listings on Office Buildings — Resources 
and Resourcefulness, by Realtor Abel Berland, CID LETTER, 
August 1968. 


How to Secure Exclusive Listings on Apartment Buildings, 
by J. David Huskin, CID LETTER, June 1968. 

How To Sell an Office Building, by Realtor Clifford Zoll, CID 
LETTER, November 1968. 


| Finally Close My First Sale!, by Realtor George Mayer, REAL 
ESTATE TODAY, January 1970, pp. 78-83. 


Is Your Selling Mixed (Or Mixed Up) With Emotions?, by 
Realtor Frank Kaye, REAL ESTATE TODAY, October 1969, p. 
63. 


Just Don’t Call It an Option, by Realtor Jack Morgan, REAL 
ESTATE TODAY, October 1970, p. 35. 


Listing Shortage, by Realtor Ralph Pritchard, REAL ESTATE 
TODAY, January 1969, pp. 44-51. 


Listing — the Basics, by Realtor Emmette Gatewood, Jr., 
REAL ESTATE TODAY, July 1969, pp. 6-13. 


Marketing Business Property, by Realtor W. Lee Koetzle and 
Realtor William S. Hepp, CID LETTER, March 1971. 


New Seller's Data Sheet, by Realtor George Linville. REAL 
ESTATE TODAY, July 1968, pp. 79-81. 


Obtaining Listings and Locating Prospective Buyers, by Real- 
tor William Johnstone, REAL ESTATE TODAY, April 1969, pp. 
66-71, 


Open Sesame to Success, by Realtor Russell Gorgone, Realtor 
W. Kelton Evans, Realtor Thomas Brinkoetter, Realtor Gary 
Stiles, Realtor R. Brilely Weatherby, Realtor Melvin Funk, Real- 
tor Angelo Manzitto, and Jack Mitchell, REAL ESTATE TODAY, 
January 1971, pp. 59-65. 


Opening Avenues of Sale, by Realtor Bob Compton, REAL 
ESTATE TODAY, October 1969, pp. 69-71. 

Overpriced Listings, by Realtor Walter Bunker, REAL ESTATE 
TODAY, July 1969, pp. 46-50. 

Peak-Out: 55, by Bruce M. Hass, REAL ESTATE TODAY, April 
1971, pp. 17-18. 


Professionalism: The Key to Success, by Realtor Calvin Harris,, 
REAL ESTATE TODAY, October 1970, pp. 26-31. 


Profile of a Successful Residential Real Estate Salesman, by 
Realtor Edward J. Boleman, DIVISION REPORT, May 1968. p. 
27. 

Psychology: The Name of the Listing Game, by Realtor Chris 
Markos, REAL ESTATE TODAY, October 1969, pp. 60-62. 

Put Yourself in the Client's Shoes, by Realtor Bud Andrus, 
REAL ESTATE TODAY, April 1971, pp. 6-8. 

Qualifying the Buyer, by Realtor George A. Taylor, REAL ES- 
TATE TODAY, July 1968, pp. 60-62. 

Qualifying the Buyer and Showing Homes, by Realtor George 
Rumsfeld, REAL ESTATE TODAY, July 1969, pp. 54-58. 
Recipe for Success, by Realtor Al Jennings, Jr., DIVISION 
REPORT, May 1968, p. 12. 

Remember the Last Good Shot, by Realtor J. Richard Kohlibry, 
REAL ESTATE TODAY, October 1970, p. 36. 

Rx for a Short and Happy Closing, by Realtor Goldie Levin- 
stein, REAL ESTATE TODAY, July 1969, pp. 80-81. 

Sales Contests that Get Results, by Realtor Marion Blackwell, 
REAL ESTATE TODAY, January 1970, pp. 24-26. 

Sales Tips, by Realtor Arthur Pope, Realtor Jerry Freitas, Real- 
tor Dorothy Checkoway, and Realtor Ed Post, REAL ESTATE 
TODAY, April 1970, pp. 68-70. 

Selling the Young Marrieds, by Realtor Graeme Stewart, REAL 
ESTATE TODAY, January 1971, pp. 57-58. 

Service Is Our Business, by Realtor James Kibbe, REAL ES- 
TATE TODAY, July 1969, pp. 20-21. 
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Servicing the Listing, by Realtor Philip C. Smaby. 
SUCCESSFUL SALES $LANTS, February 1968. 

Sex and The Multiple Dwelling, by Realtor Leonard Ross, 
REAL ESTATE TODAY, January 1970, pp. 9-10. 

Sex and The Single Swelling, by Realtor Charis Zeigler, REAL 
ESTATE TODAY, January 1970, pp. 7-8. 

Small Talk About Big Results, by Paul Tipps. DIVISION RE- 
PORT, May 1968, pp. 7-9. 

Techniques for Negotiating Sales, by Realtor John Hall, REAL 
ESTATE TODAY, April 1971. pp. 76-79. 

Techniques in Presenting the Offer, by Realtor Carl Sand- 
strom, REAL ESTATE TODAY, July 1970. pp. 59-64. 

The Art of Negotiating, by Realtor Lydia Franz, REAL ESTATE 
TODAY, April 1970, pp. 7-19. 

The Asking (for Trouble) Price, by Realtor Gene Weeber, 
REAL ESTATE TODAY, October 1970, pp. 34-35. 

The Game of Renewing Listings, by Realtor James B. Scho- 
maeker, REAL ESTATE TODAY, July 1971, pp. 55-58. 

The Mechanics of Closing a Sale, by Realtor Kemp C. Clen- 
denin, Jr., REAL ESTATE TODAY, October 1969, pp. 80-81. 
The Old or the New?, by Realtor Joseph P. Klock, REAL ES- 
TATE TODAY, January 1971, pp. 76-79. 


The Overlooked Detail: Preventable Disaster or Occupational 
Hazard, by Realtor Allan Jonas, REAL ESTATE TODAY, October 
1970. pp. 74-75. 

The Salesman‘’s Most Deadly Enemy, by Realtor Richard J. 
Donahue, REAL ESTATE TODAY, October 1970. pp. 37-38. 
The Unlistable Listing?, by Tom Hopkins, REAL ESTATE TO- 
DAY, October 1971, pp. 16-19. 

The Varsity Outlook, by Realtor Lewis Bass, DIVISION RE- 
PORT, May 1968, pp. 10-11. 

Three Requirements for Success, by Realtor Hank Dieckhoff, 
REAL ESTATE TODAY, October 1970, p. 38. 

Tips to Insure Success, by Realtor Ebby Halliday, 
SUCCESSFUL SALES $LANTS, February 1970. 

To Get Listings That Will Sell —Send The Aardvark, by Real- 
tor Joseph P. Klock, SUCCESSFUL $ALES $LANTS, December 
1970. 

To Insure Success in Selling, by Kenneth Mawson, REAL 
ESTATE TODAY, April 1969. pp. 74-77. 

Two is « Team, by Realtor Jack Gale, REAL ESTATE TODAY, 
January 1971, pp. 23-25. 

Want to Sell Every Listing You Take?, by Realtor S. R. Wick- 
er, REAL ESTATE TODAY, April 1971. pp. 29-32. 

What to Do When the Telephone Rings, by Realtor Florence 
Willess, SUCCESSFUL $ALES $LANTS, December 1969. 
Where to Look for the Best Listings, by Realtor Walter Bunk- 
er, REAL ESTATE TODAY, October 1969, p. 29. 

Why a Medium-Size Office Should Belong to @ Multi-List 
Service, by Realtor Henry Leist, REAL ESTATE TODAY, January 
1970..pp. 72-73. 

Why Women Are Successful in Residential Selling, by Real- 
tor Jamie O'Neill, SUCCESSFUL $ALES $LANTS, February 
1968. 

Wonderful World of Complaints, by Realtor Florence Willess. 
REAL ESTATE TODAY, April 1971, pp. 63-66. 


Your Clients — Love ‘Em or Lose ‘Em, by Beth Gallagher. 
REAL ESTATE TODAY, April 1971. pp. 47-49. 


SHOPPING CENTERS 
Marketing Shopping Centers, by Realtor Robert R. Lamm, 
REAL ESTATE TODAY, July 1971, pp. 25-34. 


Parceling Small Shopping Centers, by E. D. Wulfe. REAL 
ESTATE TODAY. March 1972, pp. 4-9. 


Salesmen and Shopping Centers, by Realtor David Roberts. 
REAL ESTATE TODAY, April 1970. pp. 64-67. 
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Shopping Centers, by Realtor Jack H. Lee, DIVISION REPORT, 
June 1969, pp. 20-21. 


Terms of Leases for Space in Shopping Centers, by S. O. 
Kaylin, REAL ESTATE TODAY, July 1968, pp. 44-45. 


TAXES 


Tax Reform, by Donald |. Hausman, REAL ESTATE TODAY, 
January 1972, pp. 62-63. 


URBAN AFFAIRS 


Realtors and The City Crisis, by Richard G. Lugar, REAL ES- 
TATE TODAY, March 1972. pp. 58-63. 


VACATION HOMES 

Coast Village Campground, by Ted R. Simmoneau, DIVISION 
REPORT, May 1971, pp. 9-11. 

Happiness is a Recreational Investment, by Cortlandt Parker, 
DIVISION REPORT, May 1971, pp. 3-4. 

How to Make Money in Recreational Real Estate — Don’t 
Lose It, by Realtor Julius J. Dinger, DIVISION REPORT, May 
1971, pp. 5-8. . 

Leisure Land — Challenge and Opportunity, by Thomes B. 
Gannett, Jr., DIVISION REPORT, May 1971, pp. 23-26. 
Marketing the Second Home, by Realtor Daniel Williamson, 
SUCCESSFUL SALES $LANTS, June 1969. 

New Dimensions of the Leisure Market in Wisconsin, by 
Realtor Maicoim D. Lawrie, DIVISION REPORT, May 1971, pp. 
17-18. 

Recreation Facility Site Evaluation, DIVISION REPORT, May 
1971, pp. 29-31. 
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